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Albania Enterprise Development & Export Market Services

EDEM

This Quarterly Report covers the period from 1 January through 31 March 2006.

EDEM is expected to contribute to USAID/Albania s Economic Growth Strategic
Objective, Growth of Sdf-Sugtaining Private Enterprises (SO 1.3), and the fallowing
Intermediate Results:

IR # 1 — Compstitiveness Capacity of Assisted Enterprises Strengthened;
IR # 2 — Access to Assisted Enterprises to Credit Increased; and
IR # 3 — Competitive Business Environment Improved.

In addition, EDEM is expected to contribute to USAID/Albania’'s SO # 2.1 — Increased
Involvement of Civil Society in Economic and Political Decison-Making—and its IR # 1
— Increased Citizen Participation in Public Discussion on Key Government Issues, aswell
aslink with IR # 3.2 — Public Advocacy Againg Corruption Strengthened.

A.  ACTIVITY SUMMARY

Highlights

Meat Master of Shkodramade itsfirst large scale export of processed mesat
products to Kosovo. The company hasinitid orders to deliver 12 tons per
month (sales vaue of approximatdy $30,000) with an expectation to
increase the contract to a delivery of 300 tons per year valued at $750,000.

RozfaKaci has opened aretal outlet in Shkodrathat carries both its
traditional processed products and its new fresh meet product line. Gross
sdesin the first month were over $20,000.

Asaresult of USAID’s sponsored meat processing study tour to Poland,
Tona CO of Korcamade direct contact with a Polish equipment supplier
leading to Tona's purchase of anew cutting machine that extensvely

expands Tona s capacity.

Tona CO developed an effective organizationa chart defining position
functions and respongibilities. The chart helps company management
delegate more authority to appropriate individuas in marketing, finance,
production and qudity/safety. Delegation of authority isamgor sepina
company’s progress toward growth and long term sustainability.



The Xherdo Company sold 2.5 tons of Organic Essentid oilsworth
$150,000 to an Austrian importer. Thisisthe first time Albanian
produced certified organic essentia oils have been exported.

A $36,000 export sde of Sage was made by the Gurra Company to aUS
buyer. Thisexport wasthe first time Gurra concluded adirect sdeto aUS

company.

Agroherbal closed an export contract with aUS buyer. Thisisthe first
time Agroherbal has exported to the US. The contract is worth $39,000
and involved three different products - Red clover, Juniper berries and
Elder berries.

In recognition of EDEM’s efforts and the successes that EDEM - assisted
companies have had, severa herb and spice companies that have had very
limited participation in previous project activities have gpproached EDEM
and are now asking for hands-on assistance.

For the first time Albania has a group of tour guides certified by the World
Federation of Tourist Guide Associations  Five individuas have received
their certifications and a sixth will be recaiving his shortly. These Six are
now in the process of training others throughout Albania.

Twelve hotd's have been added to the Web Resarvations | nternationa
(WRI) system, giving them access to over 3,000 websites.

Albania s presence at the ITB, one of theworld' s largest travel/tourism
fairs, was sgnificantly upgraded from past efforts a ITB and other
traveltourism fairs. 1TB wasthefirs mgor internationd fair ever
attended by an Albanian Minigter of Tourism.

Three smdl Albanian owned footwear producers have sgned production
contracts with alarge Itdian owned firm operating in Albania. These
contracts diversfy their markets, can lead to longer term relationships and
demondirate the growing capabilities of the Albanian firms.

A BertToni Company effort to create job opportunitiesin asmdl city that
has an extremely high rate of unemployment has been selected by World
Bank as one of the 10 best projects in Albaniaand now enters a Balkan
wide competition, which could result in the company being awvarded a
$30,000 grant.

Shkala Olive Oil Company has successfully shipped atrid pdlet of its
product to Norway. The Norwegian importer is evauating and test
marketing the ail. If the results are positive, Shkalla has the opportunity to
enter into along term contract with the importer.



The Villamushroom company has been able to refinance existing debt and
obtain new working company as aresult of obtaining 430,000 euro in new
financing. Preiminary to receiving the loan, the company revamped its
entire business plan induding areevaduation of its overal financid

gtuation, development of financid forecasts and a marketing plan, and
created an organizationa structure to handle the expected future growth

To support the devel oping competitiveness of Albanian companies and
Albania as a country, the concept of implementing comprehensive
branding strategiesis being introduced as a necessity for operating in a
globa economy. A series of branding activities were initiated that
introduced the concepts of and need for effective branding Srategies to
four communities:

Busnesss;

Business Service Providers (BSPs);

Loca Governments, and

The Nationd Government through the Ministry of Tourism,
Culture, Y outh, and Sports.

To develop closer ties between EDEM -trained BSPs and the business
community and to strengthen the BSP' s capabilities, EDEM isincluding a
red life experience in each training activity where participants apply ther
learning to actua Situations by working directly with business as a part of
the training effort.

For the second year, acomprehensive and practical guide of the Albanian
tax system and procedures was published and distributed to Albania's
business community. The guide is based on the Government’ s new fiscal
package for 2006.

Twenty five Korca businesses sgned a* Declaration of Vaues, which
includes the companies commitment to adopt interna codes of ethics.
Subsequently, 17 of those businesses participated in a business ethics
workshop to better understand the steps to be taken thet will help them
adopt and gpply a company-wide code of ethics.

The 6" issue of EDEM’s newdletter was published and circulated to 500
individuas and organizations



EDEM'’s Contribution to USAID/Albania’ s Strategic Objective 1.3

Thefollowing tableisintended to give USAID and other report readers, aquick overview
of EDEM’s progress in supporting USAID/Albania s Strategic Objective 1.3. It isnot al

inclusive of the results obtained by EDEM activities. Thisisan interim report and

includes only firmsthat are currently being actively assisted. A complete reporting,
including the results from dl firms asssted, will be given at the end of each reporting

year.
Indicator Baseline | Resultsfor Actual Life of Project
2003 Oct 2005 - through Target
Mar ch 2006 3/15/06
S.0. 1 Number of self-sustaining private
enterprises benefiting directly from USAID
assistance. NA 24 95 87
S.0. 2 Number of private enterprises
benefiting indirectly from USAID assistance.
NA 46 727 42
S.0. 3 Value (in 000,000 Lek) of sales of
Albanian products and services in domestic
markets by USAID-assisted enterprises. 1,781 8,970.4 13,469.8 8,116.2
S.0. 4 Vaue (in 000,000 Lek) of target
IAlbanian products and services exported by
USAID-assisted enterprises. 110.6 2115.8 3582.8 1,349.9
I.R. 1.1 Number of assisted enterprises with
increased productivity and/or improved quality
of products or services. NA 0 42 52
Sub-IR 1.1 Number of peopletrained in new
technol ogies NA —new [132 265 TBD
Sub-IR 1.2 Number of peopletrained ingood
management practices NA —new [119 248 TBD
Sub-IR 1.3 Number of peopletrainedin
marketing strategy NA -new [124 237 TBD
I.R. 1.2 Number of assisted enterprises that
implement amarketing strategy for their
products and/or services. NA 0 25 38
I.R. 2.1 Nurrber of loans to assisted enterprises
from commercial banks. NA 1 17 24
I.R. 2.2 Number of loans to assisted enterprises
from non-bank sources. NA 1 27 29
I.R. 2.3 Value of loansto assisted enterprises
from commercial banks (in 000,000 Lek). NA 21.2 338 145.0
I.R. 2.4 Value of loansto assisted enterprises
from non-bank sources (in 000,000 Lek). NA 1.4 160 101.0
Employment Opportunities
Indicator Resultsfor Through Life of Project
October 2005— 3/15/2006 Target
March 2006
Number of Employees of assisted enterprises | F-26 F 1469 F 1,470
F-femae, M- male, T- total M -32 M 720 M 1,030
T -58 T 2,189 T 2,500




B. BUSINESSASSISTANCE ACTIVITIES

Meat Processing

Industry Development Summary

The industry experienced mgor concerns during this quarter in regard of the supply of
raw meat for processing. Over 95 % of raw meat isimported from countries such as
Brazil, Uruguay, New Zealand, and India. The mgority of Albanian importers operate
under long-term trade agreements with international meet producers as well as with the
Albanian meat processing companies, who amost totaly rely on their supplies from the
importers. With amgor outbresk of BSE in Brazil, which contributes almost 40 % of
Albania’ s meet imports, and the resulting GoA ban on imports from any Brazilian State,
importing companies are unable to meet the demands of the processors. Thisisresulting
inamgor crigson the supply sde, an increase in raw meat prices and insecurity for the
continuity of operations. Combined with the avian influenza affluence negetively
affecting mesat processors retal of chicken products, this is another mgor shock for the
indugtry.

EDEM is providing current information to the indusiry about the Situation with BSE and
the GoA’ s palicies to control the import of raw meet. EDEM isassgting larger
companies develop their own procurement contracts and build trangportation logistics and
refrigerator spaces. Thiswould result with better priced and qudity control by the
indugtry of raw materids. Efforts are aso being made to establish business linkages with
mgor loca farms and daughterhouses, which currently focus dmost entirdly on the fresh
market and provide the processors with very limited raw materid supplies.

Firm Level Assistance
Tona Co

Tona Co is undergoing mgor transformetion in management, marketing and adoption of
afood quality/safety system. With intensve involvement of EDEM, Tona Co devel oped
a“Marketing Strategy 2006-2008” that incorporates numerous activities and innovative
models to support sales growth and implement best management practices. The company
isinvesting in plant infrastructure, increasing production capacities and building new

food storesin Korca

Usng aredesigned logo, EDEM isworking with Tona and a desgner on introducing new
labding for new product categories targeting premium markets (Tona Gold), regular
products (Tona Family) and children oriented products (Tona Kids). The launch of each
product category will be supported by strong promotiona campaigns. Negotiations have
started with Korca Brewery to jointly promote K orca- produced mest (from Tona Co) and
beer (Korca Brewery) products for use at summer barbeques. The promotion will be
targeted at consumersin Tirana, Durres, Vloraand Pogradec



EDEM assisted the company develop an effective organizationa chart laying out position
functions and respongibilities. The chart is heping company management delegate more
authority to gppropriate individuas in marketing, finance, production and qudity/safety.

Tona Co hired anew qudity manager who isworking to develop production flow charts
and a product registration process. EDEM is supporting the new position by producing
and assigting in the implementation of on GM P standards, traceability systems, and
supplier and machinery documentation. These steps form the basis for the company
obtaining I SO and HACCP cettifications.

Following the Poland study tour, Tona Co showed interest in procuring a new automatic
Nowicky cutter machine. One of the company owners vidted Poland in March and
negotiated a contract. This modern machinery will process 200 kg of sdlami per hour and
will support the increase of Tona's production capability. The company has aso begun
to negotiate importing mest from reliable EU certified Polish daughterhouses that were
met on the USAID supported study tour.

The company expressed a mgjor need to devel op a system to monitor the costs of each
product and production linein light of congtantly changing raw materias prices and the
use of different mixtures. EDEM developed a user friendly computer program and is
training Tona s technology staff on itsuse. This program will help the company monitor
input costs, and the cost of developing new products and contain.

Meat Master

Mest Master signed an initid contract to export to Kosovo 12 tongmonth of salamis and
sausage ($30,000). The Kosovo importer/digtributor was identified during EDEM’s
review of the Kosovo market undertaken in 2004. Meat Magter’ s export is expected to
reach 300 tonslyear. The Kosovo distributor suppliesto anetwork of hundreds of outlets
throughout Kosovo and has long time experience serving to the Albanian and Serbian
populations. EDEM aso supported Meat Master’ s efforts by reviewing Albania’ s
legidation on VAT exemptions for importation of raw materias used for exports and

hel ped them prepare promotiona materias to support export sales.

Meat Magter is exploring the possibility of exporting to Macedonia and Montenegro, the
former was covered by EDEM’s 2004 market review. The main issue is compliance with
the veterinary barriersimposed by these countries onforeign products. EDEM is
asssting Meat Master review these requirements.

Meat Magter is exploring the opportunity of processing de-boned chicken mest that could
be supplied by poultry producersin the Shkodraregion. Thisraw materid, which
currently isonly available asin import, iswidely used in processing different types of
sausages. EDEM has previoudy identified machinery needs and international sourcesto
supply the equipment.



Rozafa Kaci

EDEM isdosdy working with Rozafa Kaci to address its marketing needs. Assdanceis
focused on improving the branding of the company’s products. A new logo and labd are
being created to support the company’s new image. With support from EDEM, Rozafa
Kaci established a business linkage with one of the largest famsin Albania, located in
Lezhe, to secure fresh mest for both retailing and to be used for processing.

EDEM assisted in designing and opening a new company outlet in Shkodra, combining
the retall of fresh and processed meet. Thiseffort is proving to be successful asthe
company has secured $20,000 in new monthly sdes. EDEM isworking with Rozafa
Kaci to replicate this successful sale of both fresh and processed meat products by
creating a digtribution network that will cover severd cities beyond Shkodra.

Albidea

Albideais working intensvely on adopting food quality/safety sandards. Their objective
isto receive |ISO 9001 qudlity certification in 2006. EDEM is providing advice on
production traceability and identifying what input documentation is required. The
company, with several partners, is continuing to devel op its chicken production and
daughterhousein Durres. A review of itsbranding efforts hel ped the company identify
improvements to be made to support its effort to adapt the company logo and promotiona
materias to wider range of products beyond its basic pork products.

Bardhi

During the holiday season Bardhi participated in the GTZ and EDEM sponsored “ Enjoy
the Quality of Albanian Products’ campaign. A specid product cdled “sdlam turist”
was placed in the product basket that was distributed to Embassies, donor organizations,
the Prime Minigter and high ranking government officids. The campaign was an effort

to promote Albania production and the companies that produced them. The campaign
and Bardhi’ s product were well recelved and garnered considerable publicity including
an artidein Monitori Magazine,

Bardhi recently bought and ingtdled new machinery for vacuum and air packaging,

which will be usad for packaging sausages and sdlamisin variable Szed quantities.
Packaged in this way, consumers have the ability to choose the package size most
gppropriate to their needs, leading to more demand and the company’ s products receiving
wider placement in supermarkets.

Jerky isanew speciaty product produced in Albaniaonly Bardhi. Theideaisto promote
it in pubs and bars where it can be consumed as a snack with beer and other drinks.
EDEM will carry out amarket review to identify places where an interest exigs to try this
concept that is new to Albania.



With EDEM'’ s assistance, Bardhi is reviewing the requirements to get an internationdly
recognized barcode for its products. EDEM has reviewed with Bardhi the various uses of
abarcode as wdl as how to officialy obtain one by ether registering at the EAN centrdl
office in Brussls, or by registering a one of thelocad EAN officesin Itay or Greece.
Currently, Albania does not have an EAN office.

Bardhi isinvedtigating use of its new packaging equipment to expand its product lines
and package ready made sandwiches and fresh sdlads. The product would be sold at bars,
school, or inditutiona canteens.

Multivac

During 2006 Multivac supplied four megt processing companies with new vacuum
packaging machineries. The company isin the process of Sgning new orders of
advanced packaging technologies with two leading mesat processing companies.
Following from the successful new technologies workshop organized by EDEM last year,
EDEM is cooperating with Multivac to organize a new promotiona activity during May-
June. Thisyear’sworkshop will present the latest technologies to the meat and dairy
industry as well as fresh fruit and vegetable producers and consolidators.

| soterm

| soterm, usng up-to-date facilities, is involved in Styrofoam production, the only
producer in Albania. Their primary market is congruction, but they are dso supplying a
few types of Styrofoam packaging to some exporting companies for the packaging of
fish, frogs and vegetable products. The company has an interest in expanding its
production of packaging for the food industry but has been reluctant due to the high fixed
costs of producing limited production for amdl-scde clients.

Nonetheless, EDEM is encouraging the company to investigate the possibility of
producing packaging trays for meat products. The Albanian meat industry is retailling
large quantities of packaged mest, currently packed on imported trays. EDEM is
researching the size of the domestic market and EU regulaions related to Styrofoam
product standards. EDEM facilitated a meeting between Multivac (packaging machinery
supplier) and Isoterm to discuss the adaptability of Styrofoam trays to the existing
mechinery used by the mest indudtry.

Livestock Production

EDEM asssted in the development of a detailed business plan and bank |oan application
for Vangjel Vako to establish a pig farm in Vreshtaz, Korca. The loan gpplication of
$45,000 for the construction and purchase of sows s currently under consideration. A
cost analyss and recommendations were aso produced for Bektash Zhivato establish a
beef farm in Korca. The efforts to support these two farms are being undertaken on
behdf of TonaCo and KMY who arelooking at establishing fresh meat production
operations.
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To further support increasing the supply of fresh meset production in Albania, EDEM is
reviewing the operation of a modern automatic daughterhousein Korca. Dueto lack of
strong State controls, this private businessis facing mgor difficulties as most of the
daughtering isdonein poor conditions. EDEM will facilitate around table in Korca
between the Ministry of Food and Agriculture, Tona Co and the daughterhouse
adminigtrators to address issues on food safety.

Summary of Quarter’smajor activities:

Company

Town

Technical Assistance

Results

TONA Co

Korca

- “Marketing Strategy 2006-
2008”

- logo and promotiond materids
redesgned

- new cooperation with Korca
brewery

- company management chart

- traceability and documentation
- GMPimplementation

- secure new automeatic vacuum
cutter machine

- software on product cost
andyss

- new ways to supply raw meet

- expected increased in
production/sales

MEAT
MASTER

Shkodra

- assstance on exporting to
Kosovo

- exploring Montenegro and
Macedonia veterinary regulation
- establishing de-boned mesat
operation

- sdes growth

- new employment

Albidea

Tirana

- assgance on building qudity

management system (ongoing)
- assstance on branding

- expected new
management practices
- sales growth

Rozafa Kaci

Shkodra

- asdgtance onimproving
marketing,

- open anew outlet

- new logo and labdling

- new cooperation with pig farm
in Lezhe

- new saes
- new source of meat

supply

Bardhi

Tirama

- assistance on product
promotion

- new product development
- barcode regidtration

- new saes
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Herbs and Spices

Industry Development Summary

Herbs and spices companies recorded a number of successes and undertook a number of
positive, forward looking activities during this past quarter, both of which came asa
result of the continuing assstance of EDEM. Severd of these successes and activities
ae

The first ever export of “Organic” Essentid oils - 2.5 ton worth $150,000;

Two new direct export transactions to US buyers (Batimore and California), with
avaue of $75,000; one transaction Sage leaves has been completed including
delivery, and the contract for the second one involving Red clover, Juniper berries
and Elder berries has been sgned with ddivery to take place in the next month or
S

Export of value added products (ASTA Quality; Rubbed Sage); and

In-country vigt of aBritish essentid oils company representative, S&D Aroma,
which is expected to lead to increased sdes of essentid oils and, importantly, a
diversfication of markets buyers.

EDEM is presently asssting with a pool of herb and spice businesses that cover over
60% of Albania s herb and spice industry exports. EDEM'’ s assistance during this quarter
conssted in vaue adding, quaity improvement, technology upgrade, export packaging
and labeling requirements, internationa specifications and new market connections.

EDEM dso disseminated information on regiona herb and spice related conferences.

In recognition of EDEM’ s efforts, the project has recently been approached by severd
herb and spice companies that have had very limited participation in previous project
activities induding two key industry players, Filipi Co ($2.3 m) and Gjedra ($1.8 m).
The companies are now asking for support in various areas such as Organic certification,
new market development, business expansion strategy development, and development of
compary promotiond materids.

Industry Level Assistance

Marketing strategy development and value adding - A workshop was organized
addressing issues related to overall operational management, quaity assurance
and control, marketing strategies development and vaue adding. Some of these
issues have been previoudy addressed in individud and industry mestings,
however the need for reinforcement is continuous. As aresult, Albaniahas
increased the range of products supplied in internationa markets such as ASTA
quality and Rubbed Sage. In addition, efforts are being made by severd firms to
introduce Ground Sage to the internationa markets.

Organic Certification - Two large herb and spice export companies, Filipi and
Gjedra have asked for assistance from EDEM regarding Organic Certification.
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EDEM provided extensive information on Organic Certification bodies, the
Organic certification process and the application procedures. EDEM has put the
companiesinto contact with SKAL International, the Dutch firm that certified two
other Albanian companies lagt fdll.

Product diversification — EDEM during individud company mestings and at
workshops, assisted severd companiesin diversfying ther product lineas a
means of increasing their competitive advantage and increasing their sdles. For
example, Tealb began sdlling semi- processed raw materid to large exportersin
addition to their commercia sdes packaged teas and spices. Asaresult the
company garnered a 77% increase in overdl sdes.

On going meetings with companies — During the quarter a number of on ste and
office megtings were held with herb and spice businesses - ATC/Durres,
Xherdo/Poligan, Tedlb/Tirana, Gurral Tepelena, Agroherbal/Mamurras, Filipi/Lag.
Dorena/Polican, PepalDurres, Gjedra/Berat, and Elite AE/Vore. Topics covered
during the meetings included: qudity improvement, qudity control and assurance
(digtribution of ASTA manua and guidance on specifications required to be met),
export product labeling and packaging, organic certification, business expansions,
product diversfication, continued implementation of Organic production

principals, company promotion and vaue adding. EDEM dso provided extensve
support to companies in the areas of export quality and the process of exporting.

Organic Wild Conference/ BiH - EDEM provided informationto and facilitated
communication among industry businesses regarding their participation in the 1
IFOAM Organic Wild Conference that will take place in Bosnia Herzegovina
during May 3-6. The conference will hep spread the word about Albania's
processing and export capabilities, give industry businesses the chance to better
understand the challenges and opportunities of this sector in the region, and
exchangeinformation and forge links with companies and other organizations
operating in the region

EDEM’ s cooper ative activities - EDEM continued itsinteractions with
governmenta structures and privately operating associations; discussonswhich
fadilitate addressing issues that pertain to sustainable use of herbs and spices,
promotion of the medicind flora, and promation of the indudtry initiatives and
activities.

Essence Producers and Cultivators Association / EPCA - EDEM fecilitated
EPCA’sfirgt promotion activity asssting in arranging its introductory meeting

and the preparation of the association' s brochure. EDEM presented a paper at the
EPCA’ smesting on “Organic Certification” trends and actions of the Albanian

herb and spice industry. EDEM had in-depth discussions with association
representatives on the need for training on harvesting and post harvest handling.
EDEM will design a specific training program to be implemented at the village

leve to support EPCA members.
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EDEM facilitated meetings between the ECPA, the Biologicd Research Indtitute
and Research Ingtitute of Forests and Pastures aimed at developing cooperation
among the entities that would benefit them as a group and each of them
individudly. Topics discussed include proper collection techniques, species
preservation and maximizing use of the Indtitutes’ analytical capacities.

b) Ministry of Food, Agriculture and Consumers Protection / MOAF - EDEM
provided an in-depth “Herb and Spice Industry Profile’ to the Ministry. EDEM
aso facilitated participation of industry businesses in discussons with the
Minigtry regarding sdlection of relevant trade fairs that would best benefit the
businesses.

€) Research Indtitute of Forests and Pastures/ RIFP - EDEM conducted severa
meetings with the Research Indtitute of Forests and Pastures discussing issues on
the monitoring and preservation of engendered herb and spice flora

d) Albanian Asociation of Folk Medicine/ AAFM - EDEM hdd severd
discussons with the AAFM regarding their interest to develop an exhibition of
1,000 Albanian medicind plant species. EDEM advised AAFM representatives
on developing an exhibition that would target an audience of Albanian herb and
gpice exporters, government structures, relevant research ingtitutes, and teachers
and students from the Agriculturd Universty Botany and Biology Department.
The exhibition would address issues that relate to introducing the plants (name
and biologica actions) and their use in the pharmaceutical, medica, cosmetic and
food indudtries.

Firm Leved Assistance
Gurra

A $36,000 export sde of Sage was made by the Gurra Company to aUS buyer. This
export was the first time Gurra concluded a direct sdeto aUS company. The transaction
resulted from EDEM’ s direct assistance, which induded initiating the contact, advice
regarding quality assurance and export pecifications, and continua monitoring of the
transaction machinations. It is anticipated that additiona orders of perhaps 2 or 4 more
container loads will follow.

Xherdo

The Xherdo Company findized an export transaction of 2.5 tons of Organic Essentid oils
worth $150,000 to an Audtrian importer. Thisisthefirg time Albanian produced
certified organic essentid oils have been exported. Last fall, EDEM had supported
Xherdo in obtaining organic certification for its oils. This sae came about because the
oilswere organicaly certified. The importer was not interested in purchasing oils at this
time, but when he understood them to be organicaly certified, he readily agreed to the
purchase. EDEM initiated and facilitated the vist of the British essentid oil company



S& D Aroma’s Managing Director to the Xherdo Company. Oil samples have been taken
for andysis a the company’ slaboratory in England. Results to date are positive and the
company isinterested to place trid orders and to seek an exclusive rdationship with
Xherdo.

Agroherbal

Agroherbal closed an export contract withaUS buyer. Thisisthefirg time Agroherbd
has exported to the US. The contract was worth $39,000 and involved three different
products. EDEM assisted in identifying the buyer and follow up communication,
explained US export procedures and requirement, made trangportation arrangements,
reviewed the product quality and helped the company with itslabeling and packaging.

Pepa

EDEM conveyed the interest of aMacedonian company interested in purchasing three
types of dried products and facilitated communication between the company and the Pepa
Company of Durres.

Company Town Technical Assistance Results

Xherdo Polican - Organic Cetification - first export ever from Albania of Organic
- n-country vigt of British Essentid Qils; 2.5 tonworth S150,000
S&D Aromarepresentative | - 4 oil samples andyzed and results very
a processing, warehousing promising for potentia export of organic ails
and cultivation Stes/ new - discussions on potential export of
market connection cultivetion based oils
- TA in company - compary brochure produced, web page
promotion under development
- marketing Strategy - participation to workshop
development and vaue - significant upgrade of operationa and
adding management plans
- Wild Organic Conference | - Confirmed participation
in BiH

Gurra Tepdena | - new tradelink to aUS - one new direct export transaction of Sage
buyer in Bdtimore leaves worth $36,000
- company promotion - Web page reconstructed
- Wild Organic Conference | - confirmed participation
in BiH

Agro- Mamurras | - new export market - samples agpproved and one export

herba connection with US Buyer transaction findized on Red Clover, Juniper
in Cdifornia berries and Elder berries. Products prepared

- export products labeling,
packaging, gpecifications
and transport arrangements
- Wild Organic Conference
in BiH

according to buyers specs. Export vaue
approximately $39,000
- confirmed participation
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Hlip Lag - Organic Cetification - understanding entire process procedures
- TA in company and gpplication for Certification
promotion - working on company’ s brochure
- Wild Organic Conference | - confirmed participation
in BiH
Gjedra Berat - Organic Certification - undergtanding entire process procedures on
- Wild Organic Conference | Organic Certification
inBiH - confirmed participation
Albanian Durres - new market connections - resullts pending for Rubbed Sage” export to
Trading USA
Co
Elite AE Vore - new market connections - negotiations with Norwegian buyers
Tedb Tirana - TA in new products - condderation of new design, labeling and
development packaging of existing products.
Pepa Durres - new market development - discussions on potentia export of three
in Macedonia itemsto Koro Tea company

Anticipated Follow up activities

Design and conduct a Trade Mission to the US in April for three Albanian herb
and spice businesses, ATC, Xherdo and Gurra;

Follow up on the collaboration between Xherdo and S&D Aroma;

Design and conduct training for the harvesting network on sustainable harvesting
and pogt harvest handling;;

Direct technica assstance to core Albanian herb and spice companies to further
development of individud firm's business and marketing plans;

Design and conduct aworkshop addressing issues relating to internationa food
safety and qudity standards, GMP regulations for herbs and spices, and BTA
export requirements; and

Organize the participation of herb ands spice businesses to the Organic Wild
Conference in Bosnia-Herzegovina including preparation of an Albanian booth
that promotes the industry and individua companies.

Tourism

EDEM’s support to development of Albania s tourism industry continues to focus on

three mgjor functiona aress.

Marketing and Promotion;
Education and Training; and
Government and Policy.
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Marketing and Promotion
Marketing for hotels

1) During this quarter two workshops were conducted to add hotels to the Web
Reservations Internationa (WRI) system - one in Durres with participation of
seven hotels from the Golem area, and one workshop in Tirana, with participation
of Universty of Tirana sudents, that introduced five hotelsto WRI.

2) InTirana, university tourism students were introduced to internet travel Sites,
bookings and how to work with the hotelsin signing them up for the WRI system.

3) EDEM met with arepresentative from USAID’ s Regiond Competitiveness
Initiative (RCI) to discuss how EDEM can be a part of the RCI regiond tourism
initiative as afollow up to the Bucharest RCI conference.

4) EDEM assged Dardania Travel with producing and printing a new brochurein
English for their participation on the Albaniastand a ITB in Berlin.

Improved tourism information

1) Thetourism asset mapping process begun with the IMTC was increased in this
quarter to include mogt of the main municipdities interested in tourisn. EDEM,
in cooperation with PCV's, organized an IMTC Steering Committee meeting in
which the participants were introduced to the “Bunker Trall” asan example of a
walking tour. The meeting encouraged other regions to creste their own walking
tours, i.e. Tirana, Berat, Vlore, and Permet.

2) The Turizmi Shaiptar yahoo user group continued to add members and grow as an
educationa and networking resource for the Albanian tourism industry. The
number of membersin this group has reached 224.

“ Greetings from Albania” postcards

1) EDEM began working on commercidizing the “Greetings from Albania”
postcards in cooperation with SOS Kinderdorf Internationd — Albania. EDEM
aso initiated efforts to have the postcard images placed on Albanian postage
stamps beginning in 2007.

2) Almost athousand postcards were printed and distributed at the Albania stand at
the Utrecht Tourism Fair in Netherlands and & 1TB in Berlin.

Other promotional activities

1) EDEM met with British Airways country commercid manager for Kosovo and
Albaniato discuss cooperation between BA and EDEM in attracting tourists to
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Albania. It was agreed to have aworkshop promoting Albanian tourismin
London geared toward informing UK travel writers and tour operators about what
Albaniahasto offer. Meetings aso have been held with the BA Business
Development Manager and the Albanian Ambassador to the UK, both of whom
are very supportive.

2) EDEM has met with the Abercrombie and Kent Director of Europe. A&K isa
luxury tour operator that isnow interested in adding Albaniato their catalogue.

Media

1) The Albanian stand a the Internationd Tourism Fair in Berlin recaived media
coverage from German broadcaster Deutsche Welle, an internationa online media
service “Worldroom.com,” and the Berlin-based magazine Naturschutzblatter.

2) Coverage of EDEM tourism activities gppeared in Biznes and SE European
Times.

3) EDEM met with at least 15 journdists to discuss Albaniatravel during the ITB
trave fair.

4) EDEM’s tourism consultant met with the Editor of Geographical Magazine who
will be vigting Albaniato write an article for the magazine.

5) The consultant dso met with the Chairman of the British Guild of Travel Writers,
Mary Ann Evans, and members of the Guild to discuss Albania

6) EDEM introduced Tourism Minigry officidsto 15 trave trade publications at
ITB.

7) EDEM met withthe CNN Sales Director to discuss the cost of doing travel
advertisng on CNN Internationa. The Sales Director indicated that the price
varies according to the frequency of the ads— from $50,000 to $2 million

Training and Education

1) EDEM hdd one-ornone meetings with nine travel agencies and advised them on
product development and internet travel marketing. The following agencies
participated in these meetings: Antaja Travel, Albania Holidays, ATHS, Magic
Tours, Meridiana Travel, Europa Trave, Gulliver OK, Dalandyshe Travel, and
SavaTours.

2) EDEM trained agroup of Tiranauniversity tourism students on the basics of
internet travel Stes and the regigtration process for getting hotels onto the WRI
booking system.



3)

4)

5)

EDEM conducted a workshop on best practicesin travel trade fairsfor the travel
agencies, hotels, communitiesin Tirana, with 27 participants from travel agencies,
hotels, the National Tourism Organization, and non-governmenta organizations.

EDEM conducted aworkshop on the importance of communities and regions
developing branding dtrategies. Fifteen participants from communities and the
Nationa Tourism Organization participated.

In cooperation with USAID’ s Human and Ingtitutiona Capacity Devel opment
project, EDEM sent six tourism professonasto Cyprus for the second phase of
their train-the-trainers program for tour guides. Asaresult, five are now certified
by the World Federation of Tourist Guide Associations. In March, EDEM
organized the last phase of the ToT program for tour guides in preparation for
their beginning to offer tour guide training to others around the country.

Government and Policy

1)

2)

3)

EDEM and USAID met the Minigter of Tourism, and laiter with the Vice
Miniter, to discuss the importance of branding and the possibility of usng
tourism as a catalyst for economic development. The Minister supported the idea
and aso addressed other possible areas of cooperation including:

0 Assg with publishing guidesto Albania; and
o Tour guidetraning.

The Minister proposed that USAID and the Ministry Sgn an agreement to identify
and formalize cooperation in other activities as well.

EDEM met with the Deputy Minigter of Foreign Affairs and the Minigry's
Director of Economic Development to discuss the potentia for distributing
tourism information through Albanian Embassies aboroad and possibilities for
organizing Albanian nights at these Embasses.

EDEM met with the Nationa Tourism Organization’s Director of Promotion and
GTZ s Director to coordinate efforts for an improved presence of Albaniaat ITB.

International Tourism Fair in Berlin

EDEM worked closdy with the Minisiry of Tourism, the National Tourism Organization
and private business on improving Albania’ s presence @ the ITB. In preparation for ITB,

EDEM:

Arranged areception a the Albanian stand that included: designing invitations

using the “ Greetings from Albanid’ postcard images that were distributed to 500
members of the press and other exhibitors; arranging for meet from Meat Master and
wine from Cobo Company of Berat to be served at the reception; and negotiating with
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Austrian Airlines for coverage of the excess baggage cost of shipping the meat and
wineto Belin;

Contacted the Albanian Embassy in Berlin to support the Albanian tourism
industry with the participation of the Albanian Ambassador &t the reception; and

Contacted more than 60 foreign tour operators, mainly in target countries such as
Germany, UK, and Italy;

At thefair itsdf, EDEM:

Introduced the Ministry’ s Director of Tourism Development Policy,
Spokesperson for the Minister and the, Supervisor of Marketing and Promoation at the
Nationa Tourism Board, to the press center and 15 trave trade publications;

Digtributed copies of the NTO pressrelease in the ITB press center;

Met with the Chief of Cabinet of the Secretary General of WTO to arrange a
meeting between the Secretary Generd of WTO and the Albanian Miniger of
Tourism;

Worked the press center to invite mediato the reception. Met awriter with
WorldRoom.com, an online travel video service, who agreed to attend the reception
and do interviews about Albaniawith the Albanian Ambassador to Germany,
representatives from the Ministry of Tourism and Albanian Airlines,

Attended the WTO press conference;

Visted 20 tour operatorsin the adventure travel hal and discussed the possibility
of adding Albaniato their cataloguesinduding: G.A.P. Adventures, Wikinger
Reisen; Kolping; Duma Naturreisen; Schultz Aktiv Reisen; Bakan Tours, STA
Trave; and the European Centre for Ecologica and Agriculturd Tourism;

Participated at the reception on Albanian stand which attracted a good sized
crowd, including a TV crew, the Director of Communications from WTO, the
Minigter of Tourism from Macedonia, the Director of the European Centre for
Ecologica and Agricultura Tourism, and tour operators,

Provided the Albanian Minigter of Tourism with an orientation to ITB and guided

him through severa hdls of the Fair beginning with Hall 2.1 and vidtsto the sands
of Macedonia, Bosnia, Montenegro and Croatia;

Arranged for the Albanian Minigter to meet with the Secretary Generd of the
WTO for discussions on

WTO support;

20



Donor coordination;
Crans Montana Forum in Albaniain June;
Need for legidation examples from WTO; and

Tripartite agreement between WTO, SNV and the French Government for
coordinated work on tourism development. The Minister mentioned thet he
issgning an agreement with USAID;

Interviewed the Fair’ s participants from the Albanian travel agenciesthat
exhibited & ITB.

L eather Goods & Footwear

Industry Development Summary

Although the growing import of lower priced footwear from Asa has continued to have
magjor impact on footwear producers and digtributorsin Itay, its net effect on footwear
production in Albaniaremains unclear. During the first quarter of 2006 there were no
indications of any mgor declinein production volume at the factoriesin Albania
producing for mgor Itaian firms. On the contrary, there have been instances of modest
production volumeincreases. Whether volume increase is driven by seasond or other
factors remains unclear. The easing of dectrica power shortage in Albaniahas dso

hel ped factories better meet their production targets.

The production capabilities of the Albania s Footwear industry remain largdy unknown
to the outsde world. Except for afew mgor Itaian firmswith internationa customers,
the opportunities available in thisindustry are not known to other major footwear buyers.
In order to generate interest of these potentia buyersin the internationd footwear market
EDEM isworking with mgor internationa footwear pressinduding organizing avist to
Albaniafor sdected journdigts from severa West European footwear publications.

Industry Development Assistance

Continued working with UK based publications. World Footwear for developing
gtories on Albanian owned footwear producer BertToni’ s capabilitieswith
emphasis on higher-priced footwear with hand-made components and hand sewn
assembly.

Continued didog with severd footwear magazine publishers for organizing atrip
for ther journdigsto vidt Albaniaand tour footwear production factoriesin

May.
Since leather isthe key raw materid for the footwear industry and a mgor

concern for potentid investors considering Albania as a production source,
EDEM is assgting the publication “World Lesther” in developing amgor article
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on Albanid s leather production sector. The story is due to appear in the May
issue and will reach aworld-wide audience.

Developed a complete web page package for the Albanian footwear firms.
Individua pageswill alow each firm to announce their products and services and
display their products. This web page packageisto be included a the EDEM
web dte currently being developed. The pages can be viewed at itstemporary
location: http://members.cox.net/westnash/

Firm Level Assistance

During the last quarter EDEM’ s assistance to individua footwear producers has
continued to address their specific needs in improving their busnesses. As noted below,
through these efforts sdlected firms are better able to negotiate with banks, improve their
financiad management, find new buyers and obtain internationa exposure through mgor

trade publications.

Company | Town Technical Assistance Results

Angeo Korca | - implement a software - financid management improved

Shoes based bookkeeping & through better organization and
accounting system generation of summary data and
- assg the firm develop reports
financia reportsto - thefirm, for thefirg time, isable to
accompany aloan request develop a st of financia andyses and
from bank reports acceptable by banks for

consdering the firm’ srequest for a
working capita loan

Mas-Torr | Korga - implement a software - thefirm is replacing its soreadsheet
based bookkeeping & based bookkeeping system with
accounting system specidized bookkeeping/accounting

software.

BertToni Shkodra | - develop necessary - World Bank, Tirana has selected
information for thefirmin BertToni’s project concept as one of
aoplying for grant funds the 10 best in Albania. EDEM will
from the World bank for assigt the firm develop project details
training women in footwear and present its case for a Balkan wide
production in high World Bank grant competition in May
unemployment rurd area 2006 in Belgrade, Serbia
- assst UK based - press article on BertToni’s

publication (World
Footwear) to publish an
atticle on BertToni’ s efforts
in developing hand-made
footwear in Puka

specialized footwear production
cgpability. The publication has world-
wide readership
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Flanto Tirana - develop new sub- - thefirm was able to negotiate with

contractors to ease three Albanian owned firms and
production overload &t its immediaidy Sgn-up two sub-
factories contractors for urgent production work
Picari Patos, - increase revenue through - Picari generated additiona revenues
Fer new production contract. through a production contract from

Filanto. Development of thisworking
relaionship with alarge Itdian
producer islikely to yidd further
businessin future

ENDI Kruja - increase revenue through - ENDI generated additiona revenues
new production contract. through a production contract from
Filanto. If thefirmisableto
congstently meet Filanto's qudity and
delivery requiremerts it can secure
additiond production contractsin
future

INDUSTRY DEMONSTRATION COMPANIES

EDEM has continued its efforts to work with “Demongtration Companies’. Thisactivity
was sarted following an overdl review of the project and development of arevised
implementation strategy for EDEM, which was approved by USAID/Albaniain
September 2004. The Updated Strategy emphasizes an increased focus on firm leve
assgtance in addition to the cluster and industry level gpproach that was being pursued.
The decision was made to aso include companies in other industries than the four
clugters, in which EDEM had targeted its assstance.

In selecting companies, the following guiddines are used:

* A busnesswith sgnificant growth and job creation potentid,

» Business owner exhibits entrepreneurship;

* Firm hasin place key ingredients to alow expanson; and

*  Products have export potentid and ability to compete with imported products.
While EDEM has worked with Demondtration Companies in several sectors, the effort
has focused on industry sectors, which are considered to have solid potentid for
development into important clustersin the future development of the Albanian economy.
The main sector, considered to have the most Sgnificant growth potentid, is the fruit and
vegetable sector, where concentration has been on fruit and vegetable consolidators and
agro-processors.
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Fruit and vegetable consolidator s and agr o-processing companies

Asaresult of interest from export markets that has been dicited for fruits and vegetables
induding dlive ail from Albania, EDEM’ s efforts have been extended to identify clients
that can meet the requirements of export market buyers.

Vellezerit AK, Divjaka

EDEM isactivdy assging this company to open new export markets in Western Europe
for the firm’ sfruits and vegetables. In the past quarter the following activities on behdf
of this company were:

Thetria order placed in December 2005 by Interfrukt in Norway placed for three
pallets of various products were shipped via ltay in January 2006. Dueto
unforeseen difficulties with respect to the transshipment of the productsin Italy,
the shipment reached Norway more than two weeks late. The vegetables,
unfortunately, were not marketable and had to be dumped. While no definitive
conclusions can be made, the representatives of Interfrukt indicated that given a
timely arriva of the vegetable products, they would probably have been
considered to be of agood qudity and thus sellable in the Norwegian market.
Interfrukt and EDEM are currently eva uating dternative to ship fresh fruits and
vegetables to Norway to ensure areliable ddivery and transportation without
undue delays.

A mgor Crodtian fruit and vegetable producer and wholesder visted Albaniain
January fallowing aninitid contact made a a B2B meting in Belgrade. Thevist
resulted in the company placing atrid order for 400 tons of cabbage with avaue
of more than EUR 90,000 to be exported to Croatiain the months of January
through March 2006. Due to an unforeseen change in the supply Stuation,
Vdlezerit A&K was unableto fulfill its commitment and agreement with the
Croatian buyer at any price.

At the B2B meeting in Belgrade the firgt face-to-face meeting with a Serbian
vegetable producer and wholesae company was made as afollow up to theinitid
contact that had been made severd months before. Velezerit A&K has entered a
co-financing and production agreement with this company to supply vegetables to
the Serbian market. Thefirg ddivery is expected to be made later this spring.

EDEM is assgting the company aso to get additiona financing from the bank for
working capitd.

Dhimitri Company Sh.p.K., Korca

This consolidator has primarily concentrated its activities on the Greek export market
with focus on the export of beans. EDEM is asssting the company to expand its export
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market focus and the range of products handled. The first introduction was made to a UK
based importer of fruits and vegetables.
Federation of Myzegeja Farmers, Lushnja

Thisfarmers cooperative requested EDEM’ s assistance to identify new market
opportunities in both domestic and export markets to enable it to expand its consolidation
sarvices to its member farmers.

“Darcia” Association, Hysgjokaj (near Viora)

Thisfarmers cooperative requested EDEM’ s assistance to identify new market
opportunities in both domestic and export markets and to assst in the development of
cool storage facilitiesto enableit to expand its consolidation services to its member
farmers.

“ Association of Sun-dried Tomato Growers’ , Rrogozhina

This asociation of farmers, who have introduced the growing and production of sun-
dried tomatoes to Albania, requested EDEM’ s assistance to find new market
opportunities for their products.

VILA, Maliq

During the past quarter EDEM’ s assi stance has focused on assisting the company
management to refinance its overdl loan portfolio. To this effect EDEM has asssted the
owner negotiate both with the existing lenders and with the a new bank that expressed
interegt in refinancing VILA's exiging loan and provide additiond financing for working
capita and for new investments.

As part of preparing needed documents for loan — refinance, EDEM has assisted the
company revamp its entire business plan induding areevauation of the overdl financia
Stuation and status, development of financid forecasts and a marketing plan and dso
plan an organizationd dructure to handle the expected future growth.

On March 27 the new bank introduced by EDEM approved aloan package of EUR
430,000 on favorable terms for the company.

EDEM dso introduced the company to a fruit and vegetable importer from the UK, who
has expressed interest in future purchases, when the production volumes would warrant
regular exports of its products.

Elite AE, Vore

This greenhouse grower and exporter of organic fresh herbs requested EDEM’ s
assgance to identify new market opportunities for its products.
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Shkalla Company, Tirana

A trid shipment of one pallet of olive oil packaged in consumer sze 0.5 liter bottles and
ininditutiona packaging of 5 liter cans to Interfrukt in Odo, Norway was madein
January. Thedliveail is currently being tested by the customers of Interfrukt, and the
results are being evauated.

Ani Olive Oil Company, Qeparo

EDEM isasssting Ani pursue an opportunity to export its olive oil to a Croatian
company, which in purchasing some 72 tons of oil in 2006. EDEM isacting asa
facilitator by providing assistance and advice to the owner of Ani.

Sejega Sh.p.K., Tirana

Sgegais currently in the process of building alarger processing plant in Tiranawhich

will require input from aHACCP advisor. EDEM is arranging for a short-term technica
advisor with HACCP expertise to come to Albania and provide assistance to Sgega and
severa other food processors. As an dternative, EDEM facilitated a meeting with PEP-
SE Project on Issues of International Technical Standards and Regulations, which might
provide Sgega with its needed HACCP support.

Other industry demonstration companies

The other industry sectors, which EDEM considers having potentid in the near term and
in which Demondration Companies have been identified are:

The fish processng sector including the development of the Albanian fishing
flest;

The garment industry;

Thewood processing and furniture industry; and

Trucking and transportation.

The activities working with these companies are described below.
Poseidon, Shengjin

No new activities to report during this period. The owners and the management of the
company have decided to postpone the investment in the new production plant. Asa
result EDEM has put dl its assistance to the company on hold until such time that the
company should decide to restart its efforts and commit resources to the expanson
project.
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Dafinor Sh.p.K., Shkodra

EDEM received arequest for solid oak wood moldings for a Scandinavian importer and
wholesaer of wood products. This furniture factory making solid wood furniture and
furniture parts was however unable to locate a secure source of raw material and had to
decline this opportunity.

Bicaku Sh.p.K., Durres

Thisisafurniture company specidizing in the production of interior doors, kitchens and
moldingsin MDF (medium dengty fiber). EDEM introduced the company to potential
Norwegian buyer of MDF moldings. Representatives from the Norwegian company have
vigted the Bicaku and sgned aletter of intent on future deliveries contingent on
acceptable price and delivery terms.  If the prices offered are acceptable, the firgt
shipment would be expected to be made during May.

Shaga Sh.p.K., Tirana and Lushnja

This furniture company has emerged from being atrading company of imported furniture
to a producer of aline of furniture, kitchens and MDF moldings both for the domestic
and export markets. EDEM isworking with the company based on a specific export
customer opportunity. EDEM introduced Shaga to a potential Norwegian customer for
MDF moldings. The company isworking to develop an offer based on the customer’s
Specification.

ERI Trans, Marikaj, Tirana

EDEM has been following up on the company’ s efforts to procure additiona trucks and
traillers. While the company management has expressed interest in the offers received, no
decison has yet been made.

ARI Trans $h.p.K., Marikai

This transportation company has afleet of modern refrigerated and standard trucks for

the transportation of all types of refrigerated and frozen products and generd cargo.
EDEM has assisted the company to contact atruck dealer and also a deder of refrigerated
trallers and has obtained offers for the purchase of new trucks and trailers. The company

is currently evauating these offers,

Diamant Worldwide Cargo Service, Durres

Thisfreight forwarding and transportation company offers all modes of transportation
services, warehousing and termina operation services for both Albanian and internationa
companies and inditutions. EDEM is working actively with the company to solve the
chdlenges of providing transportation and logistics services to enable Albanian exporters
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to compete in international markets epeciadly when shipment to or through the EU isin
play.

C. SMEDEVELOPMENT
(Principd EDEM SME marketing activities not addressed elsawhere)

One of EDEM'’ sgodsis the development of sustainable Business Service Providers
(BSPs) capable of rendering professional services to the Albania s business community.
A key prerequisite in this respect is to provide these BSPs with the skills and capabilities
that are or will be demand by the businesses. EDEM’s strategy isto recruit and work
with existing BSPs and individuds interested in establishing BSPs by providing training,
the necessary kills and knowledge base to make them sustainable entities capable of
sarving the business community.

[EDEM'’s assistance to BSP development in Albaniaincludes working with both
organized BSPs and individuas who offer consultant services and training on a part time
basis]

EDEM has pursued a“train the trainer” approach, whereby BSPs have been given
training in the form of “training the trainer” courses, following which the trained BSPs
conduct training courses for other prospective trainers and aso to participantsin the
business community. Thisway EDEM has leveraged its resources and at the sametime
laid the groundwork to establish a community of sustainable BSPs serving the needs of
the businesses and indtitutors in Albania

Training Activities
Activitiesin the past quarter have included:

Training of trainers for tour guides,

Seminar on use of computerized tools for accounting and businessin generd,
Training of trainersfor newly recruited BSPs;

Training needs assessment for BSPs, and

Introduction of branding concepts to BSPs.

Tour Guide training

With support from USAID’s Human and Ingtitutiona Capacity Development project, six
participants attended a * training of trainers course given by the World Federation of
Tourist Guide Associations International. The course took place from January 6 to 18,
2006 in Cyprus. Prior to attending the course, the participants attended a three day
‘training of trainers course, developed by EDEM, which provided the individua with
generd training techniques. Subsequent to the Cyprustraining, EDEM in close
cooperation with the participants adapted the training materids received in Cyprusto the
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gpecifics of Albania. Using these materids, asecond ‘training of trainers was provided
to the participants in late March where they had the possibility to apply their traning by
practicing their skillswith EDEM’ straining staff and by an EDEM organized tour group
congsting of loca expatriates.

The next step, to be launched in April, will be to organize training courses for tour guides
indl regions of Albania. Theses courses will be provided by the EDEM -trained tour
guidetraners. The EDEM trainerswill aso conduct additiond ‘traning of traners
courses to develop additiond trainers. A certification program will be developed with the
travel industry associations and the Albanian government.

I'T for accounting and business management

In February, EDEM, in cooperation with an IT technology consulting company and an
accounting software development company, provided a seminar on the use of software to
more than 30 business representatives fromKorca. Both the IT consultant and the
accounting software company have recelved numerous inquiries requesting offers for
their services from loca businesses,

Creation of new BSPs

In mid-February, EDEM recruited and provided atraining of trainers (TOT) workshop to
ten new BSP candidates. Participantsincluded:

Three tour guide trainers;

Four consultants with MBAs from US indtitutions who have good backgroundsin
business devel opment and management;

One univergty teacher with experience working in the UK ; and

Two university students graduating in business and economics.

This 3-1/2 day workshop provided the participants with basic training techniques and the
skills on how to apply those skills while working with businesses and other organizations.

Training needs assessment

In February EDEM held aworkshop for BSPs on how to conduct a Training Needs
Assessment (TNA) for businesses and other organizations. The eight participantsin this
training course were given the fundamental skills and practica know-how on how to
work with abusiness to identify the business' training needs and how to develop a
program that would address those needs. At the end of the workshop, the participants
broke into three groups, with each group working with a specific business (one mesat
company, one BSP operating asan ISP and I T consulting company and one hotel) to
practice what they learned in the course. Each group developed a TNA for their host
business which was subsequently reviewed with EDEM’ s training consultant and with
the individua busnesses. Thisvery practica training gpproach will be replicated, where
gopropriate in future EDEM training efforts.
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Branding

In January, an introductory workshop for BSPs on the concepts of creating branding
drategies was held for over 30 individuas. Because of the great interest from the
participants a ‘training of traners workshop on branding is being organized in April.
The workshop will include the gpproach used in the TNA effort, where the participants
will meet with selected companies to practice and gpply the techniques learned in the
forma workshop setting.

Planned activities
In the next quarter the following activities are planned:

Organize showcase events for Albanian BSPs to explain their services to the business
community followed by joint visits to individual companies expressing interest in
using the training and consulting services provided by the BSPs,

Launch the training course for tour guides throughout Albaniawith the EDEM -
trained tour guide trainers.

Provide a second round of training for newly recruited BSP consultants in how to
provide training usng the EDEM module: Management and Leadership Training for
Albanian businesses.

Organize atraining course on the gpplication of internationa accounting standards
and recruit a core group of accounting specidists and train them in two aress. how to
teach SME accountants in the use of Internationa Accounting Standards (a future
legd requirement for Albanian accountants and required for EU integration); and how
to prepare and present financial statements. In addition, atraining course for
managersin how to use and read financid statements and develop indicators for
financid information will be devel oped.

Offer atraining course on saes techniques and recruit a core group of trainersto
provide ‘training of trainers who will be able to provide training to busness and
other interested parties.

Develop and give a course in Change Management, which has been requested by the
BSPs working with EDEM.
D. MARKETING

(Principad EDEM marketing activities not elaborated el sewhere)

Marketing assistance provided by EDEM addresses specific needs of firmsaswell as
those of indudtriesin generd. Firm leve assstance in marketing has been included in
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other sections of thisreport. Following isalig of activitiesthet are targeted at indugtries
ingenerd.

Branding strategies

Branding has become one of the hot topics in business management over the past ten
years. All indications are that this trend is becoming more pronounced as globalization,
ingant mass communications and dl- pervasive competitive pressures are on the increase.
For mogt of the twentieth century branding was primarily a business srategy designed to
promote consumer goods and services. Now branding has expanded into industry and the
business-to- business arena, high technology, financid services, public sector

organizations and even entire countries.

To support the developing competitiveness of Albanian companies, in January EDEM
held a series of branding workshops and individua meetings that were exceptiondly well
received. EDEM'’ s efforts involved introducing the concepts of and need for effective
branding dtrategies to four communities:

Busnesss,

Business Service Providers (BSPs);

Loca Governments, and

The Nationa Government through the Minigtry of Tourism, Culture, Y outh,
and Sports.

As pat of the effort with the business community, individua meetings were held with
several companies with retail packaged products (Meat Master, Sglega, Ferlat, Tedb) and
who had a strong desire to develop their brand (Albidea for fresh meet). Each company
was provided with comments and recommendations to follow in their efforts to become
brand effective.

EDEM will continue these efforts in the next quarter by organizing in-depth discussons
and planning sessiorns with sdlected firms, a community that can serve as modd for
others, and the Minigtry of Tourism. In addition, BSPswill be trained so that this service
can continued to be offered to Albania s business community and other organizations.

Novi Sad Agricultural Fair

To assg Albanian firmsidentify new market opportunities, EDEM is asssting the

request from the Minigtry of Agriculture, Food Safety & Consumer protection to promote
Albanian agriculturd products at the upcoming Novi Sad trade fair. EDEM isworking
closely with the ministry and advising prospective firms about the potential opportunities
that could come about as aresult of participating  thisfar. During April and May,
EDEM will ass¢ interested firms prepare promotional materiel and asss them a the fair
in communicating with prospective cusomers.
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E. BUSINESSENVIRONMENT
Albanian Tax Guide 2006

For the second year, EDEM through the Indtitute for Development Research and
Alternatives (IDRA) prepared and published a comprehensive and practica guide of the
Albanian tax sysem and procedures. The guide is based on the Government’ s new fiscd
package for 2006. The new guide has severd new features such asinclusion of locd
taxes and fees of the most important municipditiesin Albania and the new procedures for
businessregigration. More than 400 copies have been distributed to chambers of
commerce, business associations, individud businesses, and public adminigtration

offices. The guideisdso offered free of charge online & the ALBIC portd
(www.abic.net).

Business Ethics — Declaration of Values

In February, IDRA organized a seminar on Business Ethicsin Korcawith theam to
launch the * Declaration of Vaues for Korca businesses and to prepare for EDEM’s
training program on busness ethics. Approximately 25 businesses participated and
sgned the ‘ Declaration of Vaues', which indudes the companies commitment to adopt
interna codes of ethics. The businesses dso committed to participate in atraining that
supports their efforts to adopt a code of ethics a company level.

In March, atwo day training session was ddlivered in Korca based on the business ethics
modules prepared by EDEM for Albanian businesses. The program was delivered by one
of theindividuas who had participated in an earlier business ethics ToT. Seventeen
managers from different companies participated in the training. Five companies have
begun to findize their internd codes of ethics.

Business Environment Survey 2005

IDRA has conducted the second annua * Albanian Business Barriers Survey 2005'. The
survey which focuses on identifying and ranking barriers to enterprise development,
offersin the second year the possbility to compare the results and see the progress, if
any, of improvements taking place in Albania s business environment. Tracking
corruption and itsimpact on business environment is one of the mgor gods of this

annud survey.

Local Government and Business Environment

During the quarter IDRA continued efforts on improving business climate at locd leve.
A visit was organized to Sarandain cooperation with the USAID/LGDA project. The
vigt sarted the process of reviewing and improving the procedures for businesslicensing
in line with the nationa government’ s passing business licensing respongbilities on to
locd government. Meetings were held with the Deputy Mayor, the Tax, Service, and
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Tourism Departments.  During the meetings awork plan for the next phases of
intervention was devel oped.

During asecond visit IDRA organized around table to discuss the jurisdiction of loca
government unitsin relation to their new authorities. A follow up plan was designed with
the municipaity where the first step isto create a complete map of al business activities
in Saranda and to computerize the information on businesses that the tax department
already possessesin a hard copy format. These actions will give the municipdity the
tools to start better processing data and aso look into the future plans for business
development. They will dso give the city the possibility to creste much faster procedures
for registration of smal businesses since dl the forms and informationwill be
computerized. Two employees of the tax department will vistsIDRA to create the
agorithm of the information for computerization on smal business taxpayersin Saranda.

Licensing Guide

IDRA has begun preparation of Albanian Licenang Guide, which will bea
comprehensive guide of dl types of licenses and permitsthat exist in Albaniarequired for
aprivate activity. A complete map of existing licenses and permits has been prepared
that incorporates new legd and indtitutional changes being made by the government.

F. COMMUNICATION

The 6 issue of EDEM’ s newsletter was published and circulated to 500 individuals and
organizations.

Efforts made on structuring and designing the EDEM web site. The website will promote
the development of Albanian industries and businesses as well as provide genera
information about EDEM .

Photos and stories are being devel oped for leather & shoes companiesin the process of
preparing press kits for the foreign journdists vigt in oring of 2006. A CD with photos
from the industry and from Albaniawill be devel oped.

The Essence Producers and Cultivators Association (EPCA) was assisted inits
production of a brochure describing the group’ s activities and a press rel ease was
prepared covering the Association’sinitia meeting. Media coverage was arranged for
the meeting, which included articles published in “Biznes”, and “Monitori” and news
broadcast on Top Channd TV.

An aticle on tourism and USAID/EDEM to support tourism development in Albaniawas
reported by the Seetime (web news).

During the quarter, EDEM continued to provide communication assstance to companies
to help the companies increase their marketing and public relations capabilities.
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A logo was developed for the Rozafa Meat Processing Company;
A leaflet and business cards were developed for Xherdo herbs & spice company;

Promoationd materias (30,000 labels and 1,500 lesflets) were designed and
printed for Vilamushroom compary; and

Promotiona materials were prepared for tourism companies participating in ITB.
A fact sheet was developed and € ectronic brochure was produced (28 pages) for
Magic Tours Travel Agency. Also, afact sheet was put together and a brochure
prepared (28 pages) in hard copy and e ectronic format was produced for
Dardania Travdl.

G. SEAL OF QUALITY

USAID, through its Livestock Services Project (LSC), initiated three activities in support
of Albania s mest processing and dairy industries:

Albanian Dairy and Meat Processing Association (ADAMA);
Quadlity Certification Laboratory; and
Sed of Quadlity certification process.

These three activities have received significant financid and technica support from LSC,
which is dueto close down in April 2006. With the ending of LSC at hand, USAID is
concerned about the sustainability of the activities and requested EDEM to review and
discuss options as to what further support, if any, might be directed toward the three
activities that would enhance their long-term sugtainability, either sngularly or in some
combination. Inresponse, EDEM prepared an option paper that described the activity,
noted steps that needed to be taken to increase the activities' prospects for sustainability,
and provided recommended courses of action.

H. ADMINISTRATION

During the quarter, EDEM engaged in two principle non-reoccurring adminigtrative
activities

USAID/Albaniaand a DC-based contractor implementing the Greater Access
to Trade Expanson (GATE) completed atwo week assessment designed to
identify trade opportunities that would provide a chance for women to expand
their role in business and other society endeavors. EDEM supported this
effort by organizing meeting schedules and providing background materid to
the assessment team.



In April USAID will evduate EDEM'’ s efforts during its first two and one half
years of exigence. The evauation resultswill be used by USAID to
determine if EDEM should continue its operations for another two years.
During March, EDEM has been gathering information and preparing the
information in away that will alow the evaluation team to best understand the
approaches used, activities undertaken and results achieved by EDEM.

Short Term Technical Assistance

During the Quarter Sx STTAS (Scott Wayne twice) traveled to Albaniain support of the
EDEM project: In addition, the project received continuing support from the Tourism
STTA, Scott Wayne, from his home base in the US and his participation a the ITB in
Berlin, aswdl as from James Parchman in support of the lesther goods industry, and FFF
Associates for the herbs and spice industry.

Consultant Assgnment Assgnment Summary and Results
Dates

Derryck Cox January 9 - 18 A workshop for the herbs and spice industry
Peter Furth was conducted covering:
Marketing strategy devel opment; and
Deveoping and marketing vaue
added products based on aromatic and
medicina herbs.

The consultants worked closdy with five herb
and spice businesses in developing specific
work plan induding marketing, managemernt,
qudity, and production needs.

An essentid oil buyer from the UK, with
support from the consultants, met with a
producer, which resulted in samples being

sent to London for andyss.
Scott Wayne January 22 — Support Albania s tourism industry to help
February 5 find solutions to key congtraints and

chdlenges inhibiting the devel opment of
sugtainable tourism in Albaniafocusing on
marketing and promoation, education and
training, and government and policy. Efforts
on thistrip induded individua business
meetings, an online bookings workshop in
Tirana, atrave trade fair workshop in Tirang,
atourism branding workshop in Tirana, and
meetings with officids at the Nationd
Tourism Organizaion, Ministry of Tourism
and Minigtry of Foreign Affars.




Alan James

January 24 —
February 5

Introduce to Albanian businesses and other
organizations the vaue of and need for
implementing effective branding strategies as
akey component of their overdl marketing
strategies and to support the efforts of leading
companiesin developing and implementing
branding strategies. In addition to working
with businesses, the STTA held an
introductory workshop for BSPs that attracted
over 30 participants, held aworkshop for
communities to begin to understand the need
for branding; and held discussions with the
Minigtry of Tourism on the need for a
nationd branding Srategy.

Dan Edwards

February 4 — 25

Conduct two training events aToT in
Training Methodology for anew group of
BSP/trainers to get them going on the process,
and the Needs Assessment Training (TNA)
for the advanced group of trainers so they can
be developing ways to assst the business
community in the skill training and generic
training they now need. Tweveindividuds
participated in the TOT sessonsand seveniin
the TNA workshop. Three businesses had
TNAS prepared for their operations.

Scott Wayne

March1-7

Support Albania s tourism industry to help
find solutions to key congtraints and
chdlenges inhibiting the development of
sustainable tourism in Albaniafocusing on
marketing and promoation, education and
training, and government and policy. Efforts
onthistripincluded. The principle effort on
this trip was to support businesses and the
Minigry of Tourigm with find preparaions
for their participation a ITB in Berlin. The
STTA’s assgnment in Albaniawas followed
by support at the ITB and a subsequent trip to
London to lay the groundwork for aMay
trade event that will leverage British Airways
new flightsto Tirana.
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